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Dealer manpower shortage is be- 
ing surveyed again by NADA. 
*- *« & 


We see where Eleanor has left | 


that dude ranch. A-a-a-a-w, nuts! 
+ bd * 


Dealers, having new cars stored 
in fair grounds buildings, are per- 
mitted to store vehicles outside 
while a fair is in progress, WPB 


rules. 
* * * 


Assignment of AA-1 preference 
rating for all the 100-octane avia- 
tion gasoline plants scheduled for 
completion in 1943 was announced 
last week. This was done to speed 
completion of new facilities which 
can be brought into production by 
the end of 1943. | 


Mother India 

Fifty-three establishments in 
India now are engaged in the 
manufacture of producer-gas plants 
for motor vehicles, according to 
the Department of Commerce. 

The approximate 10,000 gas- 
producer units now in use on 
private motor vehicles are esti- 
mated to have saved 16,000,000 
gallons of gasoline. About 10,000 
additional vehicles are to be con- 
verted. 


* * 


* * * 


‘Fair and Just’ 
Congress has extended the War 
Requisitioning Act, 


WPB seized two stocks of cars and | 


trucks in past year for failure to 
comply with storage requirements. 

By reason of the Murray-Pat- 
man Act, NADA points out, the 
act’s “fair and just compensation” 
term brought the affected dealers 


prices well above dealer costs. 
* * * 


Pleasant Prospect... 

With the advance of the Allied 
juggernaut up and into the “soft 
underbelly” of the Axis via Sicily, 
it is indicated that there is an- 
other ace up the collective sleeves 
of the United Nations’ High Com- 
mand. 

Herr Hitler, no doubt fearing the 
assault would come from the west 
and north, rather than the south, 
moved into portions of Austria 
and Czecho-Slovakia his synthetic 
gasoline and rubber plants... 
within reach of Allied warplanes 
(to be) based in northern Italy. 

* oS of 


Love Laughs at... 

In the hush of the mountain 
nights in southwest Virginia, a 
young man and his ladylove are 
sitting out OPA’s pleasure driving 
ban. His ration board tailored his 
coupon book to counterbalance his 
alleged indiscreet driving. 

Gas gone, “Caliban” pushed his 
car over to the curb. He and his 
“Ariel” now walk out to the car 
and sit in the silent sedan until 
the moon sinks. The tires have 
gone flat—which in no way affects 
uses to which said car is put. Says 
“Caliban”: “It’s a pleasure, even if 
it’s not driving!” 

* * + 
Ie’s High Time! 

With all the problems attendant 
to postwar reconversion and poli- 
cies, it’s about time Washington 
does something about setting up 
an overall committee or board— 
with a full-power umpire — to 
handle this vital task efficiently. 

In view of the fact that virtually 
all federal departments and agen- 
cies are working on postwar plan- 
ning (some or ’em secretly because 
of the assinine idea that it harms 
the war effort), isn’t it high time 
that these are coordinated so we 
can win the war at home, too? 


under which | 


DETROIT, JULY 19, 1943 


DIGEST 


EDITION 


Automotive News, the Newspaper of the Industry, recognizes 
that spot news in wartime is more important to its subscribers 
than in peacetime. This is especially true since AutomoTivs Ngws 
has broadened its editorial policy to include also ordnance and 
aircraft news. To fulfill its 52-times-a-year obligation, AUTOMOTIVE 
News publishes this Digest Edition. Necessarily, the news in 


this edition will be condensed. 


Alternate weekly editions, how- 


ever, will carry news, illustrations, regular departments and 


advertising as heretofore. 


(Next Regular Edition, Including Truck Section, July 26) 


$4 Per Year, 15¢ Per Copy 


New-Car Stockpile Dips to 135,000 


Dealer Advisory Group Tackles Retail Problems With OPA; 


| 
| Pool to Be Exhausted Before Year’s End If Present Releases Continue; 
| 


With 365,399 new cars released under 
OPA regulations since March, 1942, the 
nation’s stockpile of new vehicles is now 
less than 135,000, OPA Auto Rationing 
Chief Hubert Larson reported last week. 
Larson declared that 155,394 new cars still remained as 
of June 1, but June and July releases have reduced that 
figure well below the 150,000 mark. 

On the basis of the past year’s sales, the 155,000 stock- 
pile would be exhausted by the end of this year, it is 
expected. However, with most dealers rationing their own 
stocks, it is probable that a comparatively small number 
of new <ars will still be available in 1944. If OPA is able 
to build up a new reserve stockpile, with cars sold to RFC 
by dealers under the Murray-Patman Act, these cars also 
will be available for rationing in 1944. 

Larson’s report shows that 28,908 cars were released in 
May of this year, compared with 31,357 in April and 29,058 
in March. High mark in new-car releases was reached in 
December, 1942, when 34,374 were rationed; however, this 
figure includes heavy purchase of autos by Army and 
Navy in that month. 


New-Car Stock 
Is Now Below 
150,000 Mark 


x *k * 


Feeling among automobile dealers gen- 
erally is that the formation by OPA 
of a National Industry Advisory com- 
mittee for the retail motor vehicle 
trade, is a matter of very great im- 
|portance. National Automobile Dealers Assn. has been 
striving for a year to get OPA to form such an advisory 
committee, having first taken the matter up with Leon 
Henderson in July, 1942, and more recently with Prentiss 
Brown, present OPA chief. After the first meeting, held 
late last week, the committee will meet at its own dis- 
cretion to discuss such problems as the members feel 
should be given consideration for the good of the industry. 
At such meetings OPA will be invited to send representa- 
tives. As a result, it is thought much greater progress will 
be made in solving the many problems of the industry in 
which OPA is involved. 

The first meeting was mainly for purposes of organiza- 
tion; however, one situation of pressing and timely im- 
portance was discussed. That is the price ceiling on used 
commercial vehicles. Since the ceiling became effective in 
April, 1943, there hag been widespread criticism of it 
among dealers, many of whom have stated that they have 


Dealer Advisory 
Group Tackles 
Truck Ceilings 





Britain Looks to Postwar Used Car Problem: 


'Prewar Palliatives Ineffective 


EDITOR’S NOTE: Herewith is Before I attempt to discuss 


Auto Dealers’ Used Tire Stocks Moving Slowly 


News in Brief 


Maxon Resigns 

WASHINGTON. — Assailing 
theorists in OPA who threaten 
“the very freedom we are fight- 
ing for,” Lou R. Maxon re- 
signed last week as deputy to 
OPA Administrator Prentiss 
Brown. Maxon, Detroit adver- 
tising executive, issued a blister- 
ing statement indicating that 
Brown is denied the authority 
to clear OPA of Leon Hender- 
son’s lawyers, professors and 
theorists, 


Ford Estate Pays Tax 

MT. CLEMENS, Mich.—It was 
disclosed last week, with the 
admission of the Ford will to 
probate, that the Edsel B. 
Ford estate paid a quarterly in- 
come tax on June 15 of $221,- 
357.82. Mrs. Eleanor Clay Ford, 
the widow, was formally ap- 


pointed executrix and _ trustee 
for four estimated $250,000 funds 
set up by the late Ford presi- 
dent for their children. 


U. C. Prices Fair 
CHICAGO.—Considering con- 
ditions, prices of used cars re- 
main fair and equitable, George 
A. Leukhart, general manager 
of National Used Car Market 
Report, reported last week fol- 
lowing a survey. “In compari- 
son With values of other mer- 
chandise, good used cars are 
still selling at very reasonable 
prices,” Leukhart pointed out. 


Steel Rate Up 

NEW YORK. — Steel produc- 
tion last week was scheduled at 
97 percent of capacity (1,679,700 
tons) against 96.6 percent (1,- 
672,800 tons) last week. 


ceased to function as truck retailers and that the bulk of 


the transactions in second-hand commercial vehicles were 
now being channeled through the black market. A survey 
just made of key dealers in all parts of the country by 
NADA reveals that between Apr. 26 and the end of that 
month, sales dropped off 3 percent from March and by 
the end of May there was a decline of 67 percent from the 
March levels. 

Other subjects discussed were Price Schedule 85, the 
proposed price ceiling on used cars and the matter of the 
requirement of some dealers that a used car be turned in 
by holders of certificates for the purchase of a new car. 

x * * 
Used tires in stock average 50.3 per 

Used Tire Stocks auto dealer, it is shown in a spot check 

Of Dealers High, being made by National Automobile 

With Few Sales Dealers Assn. New tires held in stock 

by the average dealer total 33.3, while 
new tires sold on certificate since Jan. 1, 1943, average 
23.1 per dealer. Used tires sold by auto dealers on cer- 
tificate since Jan. 1, 1943, average only 3.9 per dealer, the 
survey shows. 


in Controlling Overallowances 


percentage of car prospects whose 


| the second in a series of articles on 
the postwar used-car problem, which 
appeared recently in the Motor 
rader, leading British trade jour- 
nal. Automotive News is reprinting 
the articles in the belief its readers 
will be interested in a discussion of 
the problem from a tri-nation stand- 
point (Great Britain, Germany and 


the U. S.). The first article discussed 


the used car as the industry’s 
“greatest problem;’’ today’s instal- 
ment is titled: “Why 
ances Were Given.” 
If used car marketing was going 
through a transitional stage before 
the war it will certainly have to 
become quickly established as the 
main art in retailers’ car market- 
ing after the war. This for the 
simple fact that the used car will 
soon once again become the com- 
modity which most new car pur- 
chasers will use for money, and 
staple business cannot be conduct- 
ed with a currency of which the 
rate of exchange varies not only 
every five minutes but with every 
it 


Over Allow- 


hundred yards at which is 


offered. 


the retailer’s attitude towards 
the used car— and I think it 
would be better to confine this 
discussion to cars because used 
commercial vehicles present 
little difference in their problem 
and the parallel can be picked 
up at any time—it would be 
advisable to give some thought 
to the question of used car de- 
mand and supply. 

It has been said that it is the 
used car that has made motoring 
democratic, and when considera- 
tion is given to the income limits 
of some pre-war owners one is 
tempted to agree. Although post- 
war incomes must have a bearing 
upon the demand—and if some 
post-war schemes fructify, the pur- 
chasing power of the masses will 
be considerably agumented—upon 
balance the ratio of used car sales 
to new car sales will, I should 
think, remain much about the 


same. There will always be a large!contributed to the supply of used 


purchasing range will not reach to 


new car prices however low the/| new cars, 


latter may be. 


The demand for used cars 
must increase if the quality 
could be improved by better 
reconditioning. The retailer 
must look upon used car re- 
conditioning as a specialised 
part of his business, and not 
treat it as a job to be done 
when the service department is 
short of work. A study of used 
ear reconditioning costs will 
reveal that the latter method 
was in the end the most ex- 
pensive and not only increased 
the price but also invariably 
increased the used car losses. 
Perhaps the greatest stimulus 
to used car demand would be 
brought about by an increase 
in customer confidence in used 
cars and their sellers. 


| cars and its variations. First among 
|them was the incitement to buy 
brought about through 
|the introduction of new models 
|with mechanical improvements, 
|this bringing an increase in the 
number of used cars offered in 
trade; the production of yearly 
models which dated depreciations 
irrespective of use, etc. 

The majority of new car 
buyers were found in the ranks 
of existing owners of cars up 
to three years old, and the cars 
traded in were, therefore, of 
relatively high value. These cars 
then were either exchanged to 
owners with cars a little older, 
or for cars of equal age which 
the retailer, attempting to get 
out of overallowances, thought 
a better “buy.” This process went 
on until the “last of the line” 
realised somewhere in the region 
of 10 to £20, and it was not at 


There were many factors which| all uncommon for six to eight 


(Continued on Page 2, Column 4) 
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Dealer Survey Reveals— 


No Alarming 
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Shortage 


Of Used Cars in R.I. 


PROVIDENCE.—Although there 
were only 44 percent of the used 
cars in dealers’ stocks in this state 
on June 1 last, as compared to 
June 1, 1941, according to the first 
compilation of returns in the sur- 
vey made by the Rhode Island 
Automobile Dealers Assn., Presi- 
dent Harry Sandanger asserted 
that he does not consider this to 
indicate an alarming shortage in 
this area. 

“When we compare conditions 
this year with those of two years 
ago,” he said, “we must remem- 
ber that 1941 was a banner year 
and as a result of a heavy spring 
business in new cars there was 
really a glut in the used car mar- 
ket. Then, too, the 1941 figures 
included a lot of machines which 
were definitely of the junk va- 
riety. 

“Today, with the present restric- 
tions on new car sales and the 
shortage of new merchandise, the 
used cars on hand generally repre- 
sent selected second hand machines 
which the dealer has purchased for 
resale, and not the run of the mill 
represented by the type of vehicles 
he is ordinarily compelled to ac- 
cept in trade.” 

He further pointed out that 
the 1941 used car stocks included 
trucks, which are a rarety in to- 
day’s market. 

The figures released are from 50 


East’s Car Sales 
To West Seen 
As ‘Sabotage’ 


BOSTON.—At a meeting here of 
the Highway Traffic Advisory com- 
mittee of the War department and 
the First Service Command, John 
T. McCarthy, motor vehicle com- 
missioner of Connecticut, predicted 
that the selling of used cars by 
New England dealers to groups 
from the West would sabotage the 
war effort next year. With a bus 
shortage already interfering with 
transportation schedules in Con- 
necticut industrial areas, the pros- 
pective second-hand car shortage 
joomed particularly significant in 
that state, he asserted. 

“Depletion of the New England 
automobile market should be 
stopped,” he said. “Whereas the 
profit on a second hand car in 
peacetime averaged $25 and $35, 
the average profit today is $140. 
One Texan moved $30,000 worth of 
automobiles out of Connecticut. I 
have heard, but could not confirm 
it, that a car which originally cost 
a Connecticut man $1,250 sold for 
$2,750 in California.” 

Asking relief, he suggested that 
OPA refuse these used car buyers 
gasoline for transportation out of 
this area and that ODT forbid 
their shipment by rail. 

“We cannot get enough buses 
now, and by next year we will be 
left with nothing but jalopies for 
the transportation of war workers, 
and they will constitute a safety 
hazard,” McCarthy declared. 

Another speaker stated that gaso- 
line was not being squandered be- 
cause large trucks carrying agri- 
cultural produce into New England 
were transporting automobiles to 
the southwest in preference to go- 
ing back empty. 


Griffith Named 
To NADA Board 


DETROIT.—David J. Griffith, 
veteran Oldsmobile dealer here, 
has been named Michigan’s second 
of two directors on the board of 
the National Auto Dealers Assn. 
The election of a Wayne county 
(Detroit) national representative 
was authorized when NADA direc- 
tors amended their bylaws at the 
Cincinnati meeting last January. 

Griffith has long been active in 
Detroit auto shows and other De- 
troit Auto Dealer Assn. activities. 
He served as president of the as- 
sociation in 1939. 


He joins Arthur E. Summerfield, : 


Flint Chevrolet dealer, on _ the 


NADA board. 


of the largest dealers in the state 
and while returns are still strag- 
gling in, it is not expected that 
the final results will differ much 
from the first sampling. For pur- 
poses of comparison, the returns 
from metropolitan Providence and 
out-of-town dealers were grouped 
separately and the results showed 
a surprising similarity in percent- 
ages. 

Twenty-six out-of-town dealers 
reported a combined inventory of 
858 cars in 1941, compared to 526 
in 1942 and 376 in 1943, a drop of 
39 percent for one year and 57 
percent for two. The dealers in an 
area including Providence, Paw- 
tucket, Cranston and East Provi- 
dence reported 1,285 cars in 1941, 
751 in 1942 and 569 in 1943, shrink- 
age of 41 percent for one year and 
55 percent for two. The state totals 
from reporting dealers were 2,143 
in 1941, 1,277 in 1942 and 945 in 
1943. 

From inquiries made it does 
not seem that Rhode Island is 
suffering a serious loss of avail- 
able used cars due to sales to 
Western or Southern dealers. 

This may be due to two causes 
—either the demand for cars from 
workers in war industry plants or 
military establishments has been 
sufficient to dispel any tendency on 
the part of men here to sell on a 
wholesale basis, or Western buyers 
have been able to satisfy their de- 
mands in the New York market. 

Most dealers, it is indicated, have 
been able to get enough cars to 
keep their inventories fairly liquid 
due to the fact that many private 
owners possessing A gasoline ra- 
tion cards, and who have been un- 
able to get enough gasoline to sat- 
isfy their driving demands, are 
constantly offering their cars for 
sale. 

“I would not say that, as far 
as Rhode Island is concerned, 
there is so serious a shortage of 
transport as to require rationing 
or the affixation of price ceil- 
ings,” Sandager stated. 
“However, the significant decline 

is 15 percent between the figures 
of 1942 and 1943, indicating what 
seems to be a normal loss in trans- 
portation due to cars taken off the 
road and junked because of obso- 
lescence, wrecks or fires. This de- 
cline will certainly carry through 
the year.” 


Car Depreciation 


Out in K.C. 


KANSAS CITY.—(UTPS)—On a 
basis of blue book values as com- 
piled by Kansas City auto dealers 
and shown for 1943, there will be 
no depreciation in county assess- 
ment values for tax purposes. 

John Z. Sterrett, city assessor, 
stated that the City had allowed 
a 20 percent depreciation this year, 
but. officials were considering 
whether to halt a further deprecia- 
tion in 1944. 


Used Car Westward Trek 


Motorist Age Limits 


Lowered in 12 States 

WASHINGTON.—At least 12 
states have lowered age limits 
for drivers’ licenses, though in 
general the new statutes pro- 
hibit teen-age boys from oper- 
ating vehicles loaded with ex- 
plosive materials and cars car- 
rying public passengers. 

License age for school bus 
drivers was lowered in Okla- 
homa from 18 to 16, in Nevada 
to under 18, in California to 17, 
and in Texas from 21 to 17, in- 
formation to the American Pub- 
lic Welfare Assn. shows. 


Here’s Roster 
Of Dealers 
Advisory Group 


Following is the complete list of 
dealers comprising the National 
Industry Advisory committee to 
OPA: 


Name 


Melvin Ballard 
Salt Lake City 
Paul Freed 
Waynesboro, Va. 
J. M. Cruise 
Tazewell, Va. 


Size of 
Franchise Dealer 


Nash Medium 
Ford Small 

Hudson Small 
Pituburse Dodge Large 


Franchised Dealers—New Trucks 
J. P. Enright GMC Large 


Newark, N. J 
Mack Small 


Eddie Placcus 
Wheeling, W. Va. 

Internat’! Large 
Diamond T Med. 


R. W. Dibble 

Chicago 

H. T. Francis 
Ford 
Ford 
Willys 


Dallas 
Dodge 
Chrysler Medium 
Buick Large 
Packard Medium 
Studebaker Med. 
Chevrolet Large 
Large 
Large 


Medium 


E. H. Baker 
Brookline, Mass. 
A. W. Pickett, Inc. 
New York City 
Hanley Taylor 
Detroit 

Fred Farris 
Birmingham, Ala. 
D. E. Castles 


Large 
Medium 


Large 


Des Moines 

Sam Marcus 

Denver 

Les Vogel 

San Francisco 
. F. Jaco 

New York City 

Les Kelly 

Los Angeles 

A. M. Hussey 

New Orleans 

Exclusive Used Truck Dealers 

Sam F. Friedman Medium 

Boston 

Phil Levine 

Chicago 

George Vittels 

Long Island City , 

New and Used Trailers 
R. D. Maines Fruehauf 
Detroit 


FTC Complaint Lodged 


Against Nashville Firm 


WASHINGTON.—Misrepresenta- 
tion of the properties and effec- 
tiveness of so-called antifreeze 
solutions, advertised for use in 
automobile cooling systems, is al- 
leged by the Federal Trade Com- 
mission in a complaint issued 
against Wheless W. Gambill jr., 
Russell M. Campbell and M. Yuhas, 
who manufacture the products at 
their place of business in Nash- 
ville, Tenn. 


Medium 


Large 
Large 


Large 


Buy War Bonds 
crush the Axis. 


and Stamps— 


Derided at N.Y. Meeting 


NEW YORK.— Depriving’ the 
state of transportation reserves 
which might be seroiusly needed in 
an emergency, the present ban on 
pleasure driving resulted last 
month in the sale of an estimated 
8,000 private cars in New York 
State to dealers shipping them to 
the West, according to Robert R. 
Georger, director of the New York 
State War Transportation commit- 
tee, in addressing the final session 
of a two-day meeting sponsored by 
the War department’s Highway 
Traffic Advisory committee. 

“The East, and especially New 
York State,” he said, “has lost 
great numbers of pleasure cars to 
the West. New York State alone 
lost 4,000 such cars in May, all of 
them in good condition and the 
kind of cars we would have to 
rely on in emergencies. Figures 
will show, it is estimated, that we 
' have lost 8,000 in June.” 


| 


Criticism of the driving ban also 
was voiced by other speakers, in- 
cluding E. Morgan  Barradale, 
chairman of the New Jersey War 
Transportation committee, who 
said the situation in the.East would 
be eased if fewer of the nation’s 
shipping facilities were used to 
carry gasoline to Canada, where, 
he declared, there is far less re- 
striction on driving than in the 
Eastern United States. 

Lieut. James McGarvey, of the 
traffic division of the New York 
City Police department, said OPA’s 
policy was unfair to Eastern mo- 
torists. 

“If the government says there is 
no gasoline,” he declared, “then 
every good American will gladly | 
put up his car for the duration. | 
But the one and a half gallons of 
gas a week are no good to us if 
we are not allowed to drive.” | 


Britain Looks to Postwar: 


DIGEST EDITION 


Palliatives Fail to Control 
U.C. Overallowances 


(Continued from Page 1) 


cars to be handled before the 
original sale was “cleared up.” 


It must be admitted that in gen- 
eral terms it was the universal 
practice for the retailers to allow 
the purchaser of a new car an 
over-allowance upon his used car 
hardly ever less than its resale 
value and, in the majority of cases, 
more. I would estimate that the 
residual discount upon new car re- 
tail sales was approximately 12% 
percent to the retailer, meaning 
that the average over allowance 
was equivalent to 5 percent of the 
new car price, and I think that I 
am being conservative. In America 
the figure was slightly higher, 
about 6.2 percent, but the gross 
margins of new car discounts were 
also higher. 

Retailers advanced many reasons 
why they were forced into doing 
this. Their chief reason was ex- 
cessive competition brought about 
by two main causes: (a) the ap- 
pointment of too many retailers re- 
gardless of the market potential 
of the district, thus forcing exces- 
sive competition not only with re- 
tailers of other makes, but also 
with other retailers selling the 
same make; and (b) the competi- 
tion of retailers of the “adventurer” 
class. 

Suited the Manufacturer 

Secondly, they contended that 
they were forced to take into stock 
models which they knew they 
could not sell, but which it suited 
the manufacturer for some reason 

to make, and they had to cut the 
prices to clear. 

Thirdly, they argued that they 
were being continually driven to 
get a prescribed sales quota which 
had been fixed far too high under 
the constant threat that if they did 
not there was always some other 
trader who would try. 

Fourthly, they urged that they 
were forced upon the one hand 
to give too large discounts to 
casual traders who, having no 
overheads, could afford to use 
the bulk for over-allowance, and 
upon the other they had through 
the “retail anywhere” system to 
meet the competition of the large 
distributor who could cut the 
price with his discount and live 
upon his large rebate. 

Fiftly, they maintained that they 
were forced to dissipate their work- 
ing capital upon new car sales 
stunts, showrooms and so on, and, 
therefore, could not hold used car 
stocks for favorable periods for 
selling. 

Outside Retailers’ Control 

All these factors the retailers 
would maintain were outside their 
control, and I do not think it is 
necessary for me to examine them 
or place them in their order of 
“merit.” They are all so well known 
to every retailer and are in vary- 
ing degree true. 

It would, however, be as well to 
set down some of the reasons for 
overallowances, which could be 
said to come under the control of 
the retailers. I would suggest that 
the first would be careless methods 
of appraising the value of the 
“trade-in.” 

A number were valued in an 
office and never seen, the value 
being assessed at what the owner 
said another retailer had of- 
fered. A percentage were valued 
through the showroom window, 
the valuer being in the show- 
room. A few were priced after 
the engine had been started up 
and the tires looked at. Some 
were valued after the car had 
been run round the block. One in 
a hundred was valued by the 
manager of the service depart- 
ment. 

The second reason for overallow- 
ances coming under the control of 
the retailer is that little effort was 
used to sell new cars. All the effort 
was expended upon buying new car 


| business by overallowances upon 


used cars. The third reason was the 
failure of the majority of retailers 
to appreciate the value of knowing 
the costs of operating sales depart- 
ments. I would add a fourth reason 
within the retailer's control: the 
deplorable methods adopted in the 


employment and remuneration of 
salesmen. 
Few Are Specialists 

The sum total of all this was 
either the transfer of working capi- 
tal into used car stocks or, where 
that capital was originally non-ex- 
istent or had become exhausted, 
“shopping out” to used car dealers 
at prices approximately 40 perceht 
lower than the market retail price 
was resorted to. This practice 
brought about the large influx of 
second-hand car dealers whose 
stocks were acquired sometimes in 
large batches from new car sellers 
who could not hold their stocks 
for the reasons I have stated, and 
from those retailers who were au- 
thorized new car sellers without 
any service facilities whatsoever. 


There were undoubtedly some 
specialist used car dealers who 
were of good reputation, recon- 
ditioning their purchases and 
marketing them upon sound 
lines. But the vast majority did 
not fall into that category. 

The answer of the retailers to all 
this could be summed up in.one 
word — “competition.” They will 
argue that they were forced into 
this form of trading by the intense 
competition between an excessive 
number of retailers brought inte 
existence by the competition’ be- 
tween manufacturers to dispose of 
increasing outputs based upon far 
too optimistic sales forecasts. They 
would say that all the education 
they had received in used car mar- 
keting was of no avail against the 
price attraction. 

The further argument would 
be advanced that while their new 
car prospects, upon whom they 
had lavished all their arts of 
salesmanship, were free to pur- 
chase the new car from the high- 
est bidder for the used car they 
had to compete with that bidder 
to retain the business. 

The manufacturers’ attitude to 
the used car was based upon the 
concrete fact that a lower allow- 
ance price for the used car meant 
a higher price for the new car, 
and that any reduction in allow- 
ance prices tended to affect new 
car sales volume. That discounts 
and rebates have risen since the 
used car became part of the pur- 
chase payment for the new car 
must be taken as a tacit admission 
that such increases were intended 
as a subsidy. 

Coverage for Selling ‘Costs’ 

No doubt a few consciences were 
calmed by considering them as 
coverage for increased selling 
“costs.” This deduction was given 
added credence by the practice of 
the manufacturers of increasing 
retailers’ discounts instead of de- 
creasing list prices when end-of- 
season models had to be disposed 
of. 

A survey of the used car prob- 
lem in the American industry dis- 
closes an exactly parallel attitude 
with exactly the same results. The 
American dealer claims that he was 
forced to resort to some very 
doubtful practices to make good 
his used car losses. One of these 
was the practice of “packing” the 
new car price, which he could do 
if he was clever. The only price- 
maintenance machinery in America 
was the manufacturer’s advertis 
ing. The American manufacturer’s 
attitude was precisely the same 
as that of his British confrere, 
with the difference that his pallia- 
tives were more grandiose and col- 
orful but just as _ ineffective. 

(NEXT WEEK: “How the 
Problem Was Tackled in U. 8.”) 


In South Carolina 
COLUMBIA, S. C.—Gov. Olin 
D. Johnston has issued a proc- 
lamation authorizing South 
Carolina officials to enter into 


ReciprocityGets‘Go’ Sign Pr 


reciprocity agreements with 
other states for expediting mo- 
tor truck movements of petrol- 
eum, <. 
He explained the action was— 
by authority of a 1942 South 
Carolina statute. 
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DEALER WANT AD DEPARTMENT 


duto Plants Keep Pace 
With War Needs 


DETROIT.—Despite constant 
changeover from one war product 
0 another, the automotive in- 
dustry is continuing to mark up 
monthly increases in its produc- 
jon of planes, tanks, trucks, guns 

d other weapons, the Automo- 
tive Council for War Production 
Heclared today. 

This “second conversion,” con- 
trasted with turmoil of changing 
rom motor cars to munitions, has 
been a noiseless, unspectacular af- 
air, though a most important one, 

e Automotive Council reported. 
Like its predecessor, the latter day 
onversion has been accompanied 
by shifting of facilities, rearrange- 
ment of machinery, pioneering of 
ew methods and emergence of 
new products, some totally dif- 
ferent from those which have 
olled off the production lines be- 
fore. 

Dictated by the shifting strategy 
bf war, military requirements con- 
stantly are being revised. Some 
tems have slowed down in recent 
months in automotive plants, while 


Canada Praises 
Car Industry’s 


2 War Work 


MONTREAL.—The part the auto- 
mobile industry is playing in 

anada’s war effort was stressed 
by Hon. C. D. Howe, minister of 

unitions and supply, in his state- 
ment to the Dominion House of 
Commons. 

“Every week,” he said, “our auto- 
mobile factories produce 4,000 mo- 
tor vehicles and 450 fighter ve- 

icles. Canada has delivered 8,000 
aircraft, and other deliveries in- 
lude 475,000 motor vehicles and 
4,000 fighting vehicles. 

“Canada has completed her Val- 
pntine tank program. In all, 1,400 
were produced and they were all 
sent to Russia. The last tank was 

elivered exactly on schedule. We 
are approaching the end of our 
contract for RAM tanks; more than 

:700 have been made to date. It 
will be succeeded by the M-4.” 

“Urban bus mileage curtailment,” 

Owe declared, is now 4,687,000 
miles per annum; interurban bus 

ileage now stands at 21,700,000 

iles per annum. 

“The 500,000th motor’ vehicle 
oon will roll from the assembly 
ine,” Howe concluded. 


Packard Contract 


With DPC Upped 


DETROIT.—Defense Plant Corp. 
ast week authorized a $16,500,000 
increase in its contract with Pack- 
ard Motor Car Co. to provide ad- 
Hitional plant facilities in Michigan. 
This DPC action raises to $45,000,- 
000 the overall commitment by the 
RFC subsidiary to Packard. 

DPC last week also authorized a 
ontract increase to Chrysler Corp. 
of an unnamed figure to provide 
additional equipment for a plant in 

ichigan. 


Duinn Named to Head 


War Output Drive 


WASHINGTON.—Vice-chairman 

arles E. Wilson of the War Pro- 
duction Board has announced the 
appointment of Theodore E. Quinn, 

ew York, as director general of 
the War Production Drive. 


UAW Sets Precedent: 


Fines ‘Wildeatters’ 

PONTIAC. —UAW-CIO Local 
594, Yellow Truck and Coach, 
last week fined 179 of its own 
members for engaging in an 
unauthorized strike, the first 
time for such self-disciplinary 
action in UAW annals. 

Each “wildcatter’ was as- 
sessed $5 for his participation 
in an unauthorized work stop- 
Page on the day shift on March 
17. The plant is engaged in war 
work. 


others have been halted altogether. 
Military vehicle production, for 
example, provides a case in point. 

In the last quarter of 1941, at 
the time of Pearl Harbor, military 
vehicles constituted 52 percent of 
the total automotive war _ job. 
Twelve months later, it amounted 
to 29 percent of the total produc- 
tion and, by April of this year, it 
was down to 25 percent, the Auto- 
motive Council said. A_ similar 
situation, though not quite so pro- 
nounced, exists in the tank and 
gun phase of the automotive war 
job. 

Aircraft work by the automo- 
tive industry has come forward 
rapidly, accounting percentagewise 
for much of the drop in trucks, 
tanks and guns percentage totals. 
However, cut-backs of schedules 
and contract cancellations are also 
reflected, the Automotive Council 
reports. 


Nevertheless, the automotive in- 
dustry’s production totals have 
continued to mount, month by 
month, a testimony in itself to 
the speed with which the industry 
is converting. 


In May, when the nation’s over- 
all arms output lagged, as revealed 
by WPB Chief Donald M. Nelson, 
the automotive industry showed an 
increase over the previous month 
by more than $25,000,000. Prelimi- 
nary reports to the Automotive 
Council indicate an increase in 
June deliveries over May. 


As an example of this “second 
conversion,” the Automotive Coun- 
cil cites the 4,500 pound amphibi- 
ous truck that has been put into 
production by one automotive com- 
pany. Capable of carrying many 
soldiers over land or water, this 
unit, nicknamed “the duck,” takes 
up the slack caused by the lessen- 
ing demand for military vehicles. 
The first of these units was en- 
gaged in actual testing operations 
only 38 days after the company 
received the original letter of in- 
tent from the War department, it 
was said. 


Graham-Paige Gets 
E Burgee 


DETROIT. — An interesting de- 
viation from the usual Army- 
Navy E Award presentation pro- 
gram highlighted the ceremonies 
at Graham-Paige Motors Corp. 
last week when a former employe 
who had seen service in the North 
Africa campaign was able to ad- 
dress his fellow empolyes as a 
returned World War veteran. 


Harold Augustyniak, who was 
working for Graham-Paige when 
he joined the colors, went to 
North Africa as a Ranger, was 
wounded in the action around 
Casablanca, invalided home and 
honorably discharged from the 
Army. Coming back to his old job 
at Graham-Paige, he was on hand 
to tell the audience what produc- 
tion means to the men on the 
fighting front. 


The address of welcome was 
made by R. E. Stone, vice-presi- 
dent of Graham-Paige Motors 
Corp., the presentation was by Col. 
Alfred H. Johnson, supervisor, 
Central Procurement district, U. S. 
Army Air Forces, and acceptance 
was made by R. J. Hodgson, presi- 
dent of Graham-Paige. 


Bendix Names McCammon 


To Production Post 


SOUTH BEND.— Milo McCam- 
mon has been promoted to as- 
sistant general production man- 
ager of Bendix Products division of 
Bendix Aviation Corp., it was an- 
nounced by T. W. Tinkham, gen- 
eral manager. 

McCammon formerly was super- 
visor of production planning at 
Hudson Motor Car Co. in Detroit. 
Joining Bendix Products in 1941 as 
supervisor of job assignment, he 
became’ successively production 
control] supervisor, production man- 
ager of Bendix Products aircraft 
division and assistant general pro- 
duction manager. 
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POSITION WANTED 


PARTS AND ACCESSORY 
TURERS—Former factory 
ager desires to represent 
accessory manufacturer in the Detroit 
area on a commission or salary and 
commission basis. Have 20 yrs. of wide 
and valuable contacts with personnel in 
all departments of automobile, truck 
and aircraft plants. Immediate and 
post-war line solicited. Training, ex- 
perience and references above average. 
Your replies will be in confidence. K. 
M. Schaefer, R.F.D. No. 2, Birmingham, 
Mich. 


OPERATOR—Successful experience large 
dealership. Wants connection in South 
or Southwest. Invites investigation 20 
year record. Age 46. Not less than 
$7,500 yearly potential considered. Avail- 
able Sept. ist. Write Box 440, c/o 
Automotive News, Detroit. 


MANUFAC- 


HELP WANTED 


AUTOMOBILE PAINTER METAL MAN, 
$250 month guaranteed, lots of work. 
Will pay transportation for right man. 
Airmail letter stating qualifications, 
recommendations. FORD DEALER, 2641 
E. Anaheim, Long Beach, California. 


NEW CARS WANTED 


WILL BUY any number new Ford cars 
and trucks—all models. Wire or write 
STEEL CITY MOTORS, INC., 3131 
Forbes St., Pittsburgh, Penna. (May- 
flower 8844), Ford Dealer. 


NEED 25 NEW STUDEBAKERS. Cham- 
pion Tudors or Fordors. Will pay good 
prices. Motors Finance Co., 70 8S. 
Cameron S8t., Harrisburg, Pa. 


SELL YOUR NEW or Used Cars to 
Indiana’s biggest wholesalers. Advise 
fully as to prices, makes and models. 
DOWNTOWN NASH SALES, INC., 1018 
N. Meridian, Indianapolis, Indiana. 


OHIO DODGE-PLYMOUTH direct factory 


Dodge trucks for Dodge passenger cars. 
Write Box 438, c/o Automotive News, 
Detroit. 


VIRGINIA DEALER WANTS any num- 
ber of Packard and Studebaker cars. 
Also late model used cars. Virginia 
Motor & Sales Corp.; Norfolk, Va. 
Phone 23203. 


NEW CARS FOR SALE 


HAVE 39 NEW HUDSONS in stock in- 
cluding Coupes, Coaches, Station Wagons 
and Sedans. Deluxe, Super and Com- 
modore models. If interested, write or 
wire DOWNTOWN NASH SALES, INC., 
1018 N. Meridian, Indianapolis, Ind.— 
Another Bogda store. 


FOR SALE AT CEILING PRICES, less 
5%. All cars and trucks are brand new 
1942’s: Dodge Deluxe Business Coupe, 
Plymouth Special Deluxe Business Coupe, 
two Dodge Convertibles, two Dodge 1% 
ton with stake bodies, one Dodge 1 ton 
with stake body, one Dodge 1% ton 
chassis with cab. Box 458, c/o Automo- 
tive News, Detroit. 


USED CARS WANTED 


WILL BUY—late model clean choice used 
cars, pickups and trucks. Have own 
transports. We own and operate 10 Used 
Car markets in Utah, Idaho and Colo- 
rado. Phone Mr. Austin at Graceland 
6230, Chicago or Airmail lists and prices 
to Jesse M. Chase, 814 Diversey Park- 
way, Chicago, or Box 1552, Pocatello, 
Idaho. 


LONG ESTABLISHED Ford and Lincoln 
Dealer, located in suburbs of New York 
City, desires to make direct connection 
with Dealer located in defense area for 
handling used cars on brokerage basis. 
Box 455, c/o Automotive News, Detroit. 
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AUTOMOTIVE NEWS Yad 


Field Service 
Representatives 


Here is an unusual oppor- 
tunity for several qualified 
men to act as_ traveling 
service representatives for a 
prominent automobile manu- 
facturer. 


This position offers an ex- 
cellent salary, liberal travel- 
ing allowances, and _ paid 
vacations. 


Please give full outline of 
previous experience and 
present employment, and en- 
close recent snapshot with 
application letter. 


Present employees of the 
company are aware of this 
ad. 


Address Box 456, c/o Auto- 
motive News, Detroit. 


USED CARS FOR SALE 


FOR SALE AT ALL TIMES, 100 to 150 
good, clean, low mileaged, used cars. 
Wholesale to dealers. Reliable Motors, 
authorized Pontiac dealer, 203 N. Broad 
St., Philadelphia, Pa. 


REGULAR STOCK 125 clean late cars 
including Cadillacs, Olds, Buicks from 
1939-1941’s. Fifty new arrivals weekly 
from New York Branch. Desire weekly 
buyers west of Chicago. Hertzfeld-Olds- 
mobile Wholesalers, 1137 Sylvania Ave., 
Toledo, Ohio. CASH ONLY. 


150 TO 200 USED CARS—’37 to ’42. 
Makes ALWAYS carried in stock. 


ments 

over the country. Call or write Mr. 
Swiney, STerling 6711 or HIland 3400, 
SHEARER CHEVROLET, 7244 Man- 
chester, ST. LOUIS, MO. 


EASTERN DEALER wants to sell Mid- 
Western Dealer good used cars. 
Finance Co., 70 S. Cameron S8t., 
risburg, Pa. 


CALLING ALL DEALERS. When you 
visit the East, we cordially invite you 
to call and see us. We have been for 
many years one of the largest WHOLE- 
SALERS in the UNITED STATES. 
Whether you buy or not, we will gladly 
tell you where to go and what to avoid. 
ADKINS-NASH, Inc., 1244 North Broad 
St., Philadelphia, Pa. 


PARTS FOR SALE 


FOR SALE COMPLETE 1942 Dodge Cus- 
tom 4-Door Sedan Body, except wind- 
shield. Box 437, c/o Automotive News, 
Detroit. 


WE STOCK (or can get ) ANY AUTOMO- 
TIVE PART or supplies you need. Make 
us prove it. Call or write, Vic. Koenig, 
STerling 6813 or HIland 3400, SHEARER 
CHEVROLET, 7244 Manchester, St. 
Louis, Mo. 
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BUSES FOR SALE 


100 PASSENGER TRAILER BUS—Avail- 
able immediately. New Wayne All Steel 
Adult Trailer Body 33 feet long installed 
on new Fruehauf A-236 Semi-Trailer 
Chassis. BADGER BODY MFG. CO., 
Phone Jackson 4306, 2719 Cuming St., 
Omaha, Nebr. 


TRUCKS FOR SALE 


ANY MAKE OR BODY TYPE in 1% to 
5 ton Good Used '32 to '42 Trucks. We 
ship to dealers all over the country. 
Write or call Mr. Swiney, STerling 6711 
or Hiland 3400. SHEARER CHEVRO- 
LET, 7244 Manchester, ST. LOUIS, MO. 


rolet Truck with wrecker, Holmes pre- 
fered. Box 454 c/o Automotive News, 
Detroit. 


SUNNEN PIN HOLE GRINDER. 
condition and price, 

size of mandrels, etc. 
Automotive News, Detroit. 


WANTED: HOLMES POWER WRECKER 
complete, but without truck chassis. Will 
pay cash. Give full description. Webster 
Motors, Ltd., 129 Wellington St., S., 
Sherbrooke, Que., Canada. 


WANTED, MOTOR STAND for Ford V-8 
Motors. Wise Motor Co., Hazlehurst, 
Mississippi. 


WANTED: One complete automotive radi- 
ator testing and repair outfit. CITIZENS 
MOTOR CO., Williamson, West Virginia. 


EQUIPMENT FOR SALE 


SECTIONAL TIRE VULCANIZER, one 
large tube repair plate with gas operated 
steam boiler, large stock of new Timken 
cones and cups at liberal discount. Box 
442, c/o Automotive News, Detroit. 


AUCTION 


Every Tuesday -Rain or Shine 


CAIRO, ILLINOIS 


--For Dealers Only-- 
Come Buy !--Come Sell ! 


BEN FISHEL AUTOMOBILE 
AUCTION COMPANY 


BR ee, 
PARTS WANTED 
WANTED: RIGHT DOOR ASSEMBLY 


1940 Plymouth Convertible Coupe. Bitzer 
Motor, E. St. Louis, II. 


WILL TRADE 


WILL TRADE 45 new 1942 Dodge trucks 
for new 1942 Dodge and Plymouth pas- 
senger cars. Box No. 445, c/o Auto- 
motive News, Detroit. 


TIRES WANTED 
WILL BUY PASSENGER TIRES Cross 


Stream OPA approved. Sale. Write D 
M. MacMillan, Aiken, 8. C. 


Address all Box No. replies in care of Automotive News, 5229 Cass Ave., Detroit 


Kindly insert the following word Want Advertisement, under proper heading in the next 
(1) or (3) editions of Automotive News, for which find enclosed $ , which is figured at the rate 
of TEN CENTS (10¢) per word for one insertion or Twenty-five cents (25¢) per word for three inser- 
tions. (No charge for Box Number address when replies are sent in care of Automotive News.) 
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Williamson Is Reelected . . . 
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U.S. Price Ceilings 
Fought by ATAM 


By Mel Adams 
Staff Correspondent 
CHICAGO.—Stating that “a pre- 
ponderant number of dealers do 
not favor used truck price ceilings 
in their present form and are op- 
posed to used car price ceilings,” 
the Automotive Trade Assn. Man- 
agers at the closing session of its 
midsummer meeting here last 
week adopted a resolution calling 
upon the National Automobile 
Dealers Assn. to register their 
stand with government authorities. 
Legislation, if necessary, was pro- 
posed. 

The association executives rep- 
resenting 26 dealer groups from 
coast to coast had previously 
been addressed by H. W. Huegy, 
chief of the machinery branch, 
OPA. During his talk and in 
response to questions from the 
floor, Huegy assured his listeners 
that OPA is in a cooperative 
mood, but added that he and 
other officials are “concerned 
over refusal of some dealers to 
deliver new cars to ration hold- 
ers who don’t have trade-ins.” 


“It is understandable why deal- 
ers prefer trade-ins, but such 
practices will bring the trade into 
disrepute,” Huegy said. On the 
question of contro] of individual- 
to-individual sales of used cars, he 
declared that this situation must 
be handled under price ceilings. 
He said it would be logical but 
not practical to compel owners 
having cars for trade-in to bring 
them to dealers from whom either 
new or used cars are purchased. 

Huegy asserted dealers are with- 
in their rights in disposing of cars 
or trucks on a monthly allotment 
basis. Touching on used car-truck 
ceilings, he said changes in regu- 
lations will be necessary. Used car 
ceiling price tabulations are being 
compiled, he continued, but “have 
not been sent to the printer,” as 
some have reported. The OPA 
policy of taking no final action 
until further consultation with the 
trade still stands, Huegy declared, 


Says Kentucky 
Gov. ‘Crossed’ 


Operators 


LOUISVILLE.—That holders of 
bus and trucking permits in the 
state of Kentucky have had to 
play politics and contribute to cam- 
paign funds was indicated when D. 
C. Moore, assistant director, and 
former director of the division of 
motor transportation, resigned his 
post with the division. 

Moore charged in a letter of 
resignation that he collected $22,000 
for campaign funds from truck 
and bus operators in 1939 upon as- 
surance of present Gov. Keen John- 
son and present gubernatorial can- 
didate J. Lyter Donaldson, who was 
then Johnson’s campaign manager, 
that truckmen would be relieved 
of the 18,000 pound gross truck and 
load limit—if Johnson were elected 
—through act of the 1940 legisla- 
ture. 

He said that Johnson and Don- 
aldson later broke the pledge made 
to truck and bus operators, in that 
the legislature refused to change 
the load limit. He held that later 
he was demoted from director to 
assistant director of the depart- 
ment, and his salary cut from 
$3,800 to $3,000, but later was in- 
creased to $3,800 when ODT de- 
sired his services. 

He further charged that the pres- 
ent administration organization de- 
sired him to again collect cam- 
paign funds from the truck and 
bus people and that he tendered 
his resignation, in that he knew 
that the bus and truck people were 
deceived four years ago, and he 
was not willing to contact them 
again, as they would not be will- 
ing to make the same mistake 
twice. 

Moore charged that the state | 
authorities, instead of aiding the | 
trucking people, later arrested | 
truck drivers by the hundreds if | 
caught with overloads. 


and prograss along this line will 
be stimulated by the automobile 
retail advisory committee just ap- 
pointed by OPA Administrator 
Prentiss Brown. 


Other resolutions adopted at the 
closing session included support of 
a law that will channel the sale of 
surplus materials after the war 
through retail outlets and ad- 
vocacy of protection to dealers in 
their contractual relations with 
suppliers through law. 

W. A. (Cap) Williamson of 
San Antonio, who conducted the 
sessions, was re-elected as presi- 
dent; Claude S. Klugh of Harris- 
burg, vice-president, and R. Earl 
Burrows, of Cleveland, secretary. 

A woman, Marjorie M. Baker, 
of Buffalo, was elected to the 
board for the first time. Joseph 
Schlecht, St. Louis, was the other 
new director elected, while Burt 
Roberts, of Los Angeles, and Paul 
Graves, of Detroit, were re-elected. 
An amendment to the bylaws in- 
creased the size of the board from 
five to seven members. 

Chairman Graves of the postwar 
planning committee reported on 
work thus far, but declared that 
publicity for the program must be 
withheld until the recommenda- 
tions in final form have been ap- 
proved by the local, state and 
national associations. 

Entertainment was provided by 
the National Used Car Market 
Report, which staged a cocktail 
party Tuesday afternoon, and the 
Chicago Automobile Trade Assn., 
which was host at a _ luncheon 
Wednesday. 

A review of legislative activities 
in various states was presented 
under the leadership of C. E. 
Anderson of Birmingham. Miss 
Baker headed a discussion on me- 
chanics shortage and M. B. Cole, 
of Pittsburgh, a forum on shop 
charges. W. L. Mallon, of Newark, 
covered national] legislation, Klugh 
handled state association opera- 
tions, and Cleary, local associa- 
tions. 

Managers of associations from 
states afflicted by gasoline restric- 
tions told of measures _ being 
adopted by licensing and through 
advertising to avert the diversion 
to other states of cars needed by 
war workers. Heavy licensing fees 
upon auctioneers from other states 
were also reported and advocated. 

Scheduled for a talk, Ray 
Chamberlain, executive vice- 
president of NADA, sat instead 
as an observer after criticism of 
his association for not delegating 
Charles Bishop, attorney, to at- 
tend. Chamberlain explained that 
the NADA executive committee 
had promulgated a ruling that 
both he and Bishop could not 
attend meetings away from 
Washington _ simultaneously. 
Frantic appeals via long distance 
to President David Castles were 
of no avail. 

Howard B. Moore, managing di- 
rector of the Federation of Auto- 
mobile Dealers Assns. of Canada, 
Toronto, stirred the members as 
he told of the Dominion setup, 
whereby dealers pay a single dues 
fee to their local associations, 
which in turn support the Cana- 
dian national organization, whose 
personnel consists of himself and 
his secretary. He said his group 
has 100 percent local association 
representation. 

William H. McGaughey, public 
relations manager of the Automo- 
tive Council for War Production, 
told of the industry’s amazing 
conversion to war demands by 
doubling output and employment 
within the past year. 

The OPA was represented by E. 
H. Taylor of the rationing branch, 
in addition to Huegy. He warned 
that the draining of Eastern cars 
by other states is a serious prob- 
lem that must be met and curbed, 
since invading dealers have adopt- 
ed various means of circumventing 
regulations, such as using local 
dealers for “fronts” or taking out 
licenses. 


All Wars End! There'll be Cars and 
Trucks and Tires to sell again. 


Va. Reciprocity 
Endangered by 
Load Abuses 


RICHMOND, Va.—Some way to 
halt the “flagrant” violations of 
Virginia’s highway load limits with- 
out revoking the reciprocity agree- 
ments with other states is being 
sought by Governor Colgate W. 
Darden jr., and members of the 
state reciprocity board. 


It would be manifestly unfair, 
the governor said, to truckers who 
comply with the weight regula- 
tions, if Virginia should rescind 
the reciprocal agreements and let 
the two percent gross receipts tax 
fall on the non-violators and viola- 
tors alike. 


One possibility to come before 
the reciprocity board is the amend- 
ing of the reciprocity pacts so as to 
exclude from their benefits those 
truck companies which consistently 
violate the overload law. 

Darden said emphatically that 
Virginia would find some way to 
oar from Virginia highways “the 
trucking concerns which disregard 
utterly the load limitations and 
tear down Virginia’s highways with 
heavily-laden vehicles.” 

The reciprocity board meeting 
was called by the governor follow- 
ing reports from the state high- 
way department that out-of-state 
truckers, mostly from North Caro- 
lina, it was said, violating Virginia 
weight regulations and were dam- 
aging the roads and endangering 
highway bridges. 


Used Car Buying 
Folder’s Subject 


PONTIAC.—Because the booklet 
—‘What Some Successful Pontiac 
Dealers Are Doing to Increase 
Profits’—dealing with the subject 
of buying and selling used cars 
was reportedly so well received by 
its dealers, Pontiac division has 
published a sequel which “should 
prove even more popular than did 
the first,” according to Acting Gen- 
eral Manager Verne L. Murray. 

“How to Buy Used Cars” is a 
logical squel,” Murray said. “It is 
@ compendium of the best though 
and practices in used car merchan- 
dising and the information it con- 
tains holds good in war or peace.” 

Some of the subjects covered in- 
clude advertising, personal and di- 
rect mail solicitations, how to 
make it easy for owners to sell, 
and how to find and develop buy- 
ing possibilities in other communi- 
ties. The question of prices is 
adequately covered, according to 
Murray, and “pricing can make 
or break a used car operation.” 


AAA-OCD Course 


For Instructors 


WASHINGTON.—The U. S. Office 

of Civilian Defense has announced 
that it will cooperate with the 
American Automobile Assn. in pre- 
senting a special course in war- 
time operation of emergency vehi- 
cles for instructors of volunteer 
driver groups. 

The course wil] be given at Ohio 
State University, Columbus, from 
June 28 to July 2, as part of the 
Sixth National Institute for War- 
time Traffic Training. Enrollment 
will be limited to instructors of 
civilian defense drivers corps and 
Red Cross motor corps and dele- 
gated by their local defense council 
or Red Cross chapter to attend. 
Expenses are borne by trainees un- 
less funds for this purpose are 
pee by their council or chap- 
er. 

Subjects covered will include the 
general aspects of night and black- 
out driving; special problems such 
as driving in sand and mud, driv- 
ing over fields, fording streams, 
crossing ditches, hillside driving, 
and towing; and teaching methods 
such as skill tests and road tests, 
map reading, and measurement of 
driving qualifications, including 
night vision. 

Director of the course will be 
Amos E. Neyhart, road training 
consultant of the AAA and head of 
the Institute of Public Safety, 
Pennsylvania State College. 


Need a Service Man—Want a Job— 
try a want ad in Automotive News. 
They get quick results! 


U.S. Oil Problems 
Seen at Crux 


In Postwar Era 


NEW YORK.—The American 
petroleum industry has entered a 
new phase ef its existence, char- 
acterized by a decreased rate of 
finding new oil, increasing depend- 
ence upon foreign sources, higher 
prices for motor fuel and other 
petroleum products, and drastic 
changes in refinery technology, Dr. 
Benjamin T. Brooks, New York 
petroleum technologist, says in a 
study of the nation’s “petroleum 
balance sheet,” made public by the 
American Chemical Society. The 
shortage will be more acute after 
the war, he predicts. 

The United States has changed 
from an oil exporting nation to 
an oil importing nation, although 
at present, owing to the exigencies 
of war, we are exporting petroleum 
products to our allies and to our 
armed forces, he points out. 

The rate of finding new oil has 
been less than our annual con- 
sumption, according to Dr. Brooks. 
Damage to producing fields from 
overproduction will accentuate the 
shortage after the war, and in- 
crease the deficiencies which we 
shall have to make up by imports, 
he declares. 

Although higher prices for crude 
and petroleum products are to be 
expected, the shifts in the manu- 
facture of products from low priced 
to higher priced and more indis- 
pensable products are inevitable, 
there is not likely to be any sud- 
den dislocation of the industry or 
any usages, Dr. Brooks believes. 

“A continuing domestic petroleum 
shortage with attendant higher 
price structures will favor more 
efficient utilization of petroleum 
products,” Dr. Brooks adds. “We 
have already gone a long way in 
that direction. Had it not been for 
the invention of cracking processes 
and tetrethyl lead, we would prob- 
ably still be limited to low com- 
pression engines similar to those 
of about 1920. 

“The more recently developed 
processes of alkylation, polymeri- 
zation (for motor fuel), and cata- 
lytic cracking have made it prob- 
able that motor fuel of 90 octane 
or better will constitute a large 
percentage of our common motor 
fuel.” 


N. J. Bus Tests OK 
Synthetic Tires 


NEWARK, N. J.—At the end of 
the first year of its test of syn- 
thetic heavy duty tires on Public 
Service Coordinated Transport 
buses in this state, United States 
Rubber Co. announced it had 
achieved gratifying results. Mile- 
ages as high as 37,000 miles per 
tire were recorded, it was said. 

Many different kinds of com- 
panies and construction of syn- 
thetic rubber tires were used in 
making the tests. The tires were 
used on buses operating on every 
type of road surface and under all 
sorts of conditions, it was reported. 

Consistent improvement in the 
manufacture of synthetic tires was 
noted during the tests. Improve- 
ments in manufacture still are ex- 
pected and the tests will be con- 
tinued, it was announced. 


Reciprocity Finally OK’d 


By Mo. slature 

T. LOUIS.—A legislative battle 
of many years for enactment of a 
truck and bus reciprocity law in 
Missouri was brought to a conclu- 
sion when the legislature approved 
a measure under which trucks and 
buses from other states will be 
permitted to use Missouri high- 
ways without payment of Missouri 
fees, provided the same privilege 
is afforded Missouri vehicles in 
those states. The bill, now awaiting 
the governor’s signature, author- 
izes the Missouri public service 
commission to enter into reciproc- 
ity agreements with officials of 
other states to expedite the flow 
of traffic between Missouri and 
other states. 

The legislation was bitterly 
fought in the past by Senator Phil 
M. Donnelly of Lebanon, who now 
declares he favors it as a war 
measure as it would assist in the 
transportation of vital materials. 
The governor’s ox on the bill is 
expected to be forthcoming shortly. 
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Advertising 


Renews 

Ford Motor Co. has renewed 
“Watch the World Go By” on the 
Blue network, effective July 
and has increased the lineup for 
the news broadcasts from the cur 
rent network of 129 stations to 
the complete Blue Network, effec- 
tive the same date. Maxon, Inc 
is the agency. 

While Earl Godwin, newscaste 
on the Ford program for the pas 
year, is on a three-week vacation, 
Roy Porter, who has been heard as 
Saturday and Sunday night alter- 
nate, has taken over the entire 
series. 


Agency 

In connection with Army-Nav 
E ceremonies last week, Graham- 
Paige announced it has engaged 
Beaumont & Hohman, Cleveland 
as its advertising counsel. _ 

Agency also handles Greyhoun 
bus lines. 


Office 

Life announces the opening of 
a new advertising office at 530 We 
Sixth Street, Los Angeles, to serv 
the Southern California territory 
William D. Grafton has been ap 
pointed manager. 

Grafton was formerly with the 
Time advertising staff in Detro 
for six years and for the past year 
with Life in San Francisco ang 
New York. 


Nifty 

General Tire has supplied its dis- 
tributors with a series of nifty ads 
for use in local papers. 

Ads, written in homey style, are 
reported to be making big hit with 
dealers and customers. 


Named 


Saturday Evening Post announce 
the appointment of Herbert A. 
Schwartz jr., as assistant publici 
manager. For the past year and g 
half he has been assistant pub- 
licity director for the New Yor 
War Savings Staff of the United 
States Treasury department. 

Before that Schwartz was wit 
Earle Ferris Associates, publie re- 
lations organization; and th 
United Press. 


Campaign 

Standard Oil Co. of Indiana an- 
nounces an extensive summer and 
early fall advertising campaign o! 
better car care, scheduled mostly 
in newspapers. 

While the company’s overs 
advertising expenditure for 1948 
is slightly less than for 1942, ‘i 
was stated that the reduction is 
mostly in such items as over- 
head, maps, signs, etc. rather 
than in publications, radio and 
other media. 

—Perte WEMHOFF. 





